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} Toledo, 1 when he was guest of honor

HQNORED BY NEW YORK
BANKERS AT BANQUET

Many of the Most Pmmlnent
Bankers of United States
Were Present.

Probably the most notabe tribute
the bauking industry has ever paid an
bile manufacturer was accord-

Iy to John North Willys, of

at a dinner given by BElisha Walker,
of William Salomo and Company,
New Yorl,

The dinner given in his honor was
attended by many of the most prom-
inent hunkers in the United States.
Mr. Walker, the host,imade an infor-
mal specch in which he explained that
the solo purpose of the dinner was to
glye the bankers present a chance to/
meet one of the real giants in thcl
automohile industry.

Mr. Willys is the head of the big|
Willys-Overland Company, of Toledo, |
and with one exception i8 the largest|
builder of motor cars in the world.

The history of his remarkable suc-|
cess reads like a chapter from “Monte
Cristo.” Starting in as the head of
the Overland concern, when the auto-|
mobile industry was still in an ex-
perimental stage, he built up in less
than ten years one of the greatest in-
dustrinl organization in the world.
His factory in Toledo has the facili-
ties for producing 1,000 motor cars|:®
every twenty-four hours and the 1916
gnutpul will have a value of $100,000,-

0

Among the prominent men who at-
. tended the dinner were Frank A. Van-
derlip, president National City Bank;
J. S. Alexander, president Bank of
Commerce: E. G. Merrlll, president
Unlon Trust Company; Thomas Coch- |
ran, Jr., president Liberly Natlonal |
Bank; Alvin P, Kreach, president]
Bquitable Trust Company,; ‘Willard V.
King, president Columbja Trust Oum-|
pany; Leroy W. Baldwin, prcaident
Empire Trust Company;
ger, president Chelsea Exchnngﬁ Na- |
tional Bank; J. W. Platten, pmldenq
TUnited States Mortgage and Trust)

Company; Lewis L. Clarke, president |

t

SPECIAL TRAIN OF
~ OVERLAND DEALERS

American Exchange National Bank; FT'OITI Mlnneapoﬁs ‘hSlt Toledo

J. B. Martindale, pfesident Chemical |
National Bank.

Also Edward R.- Tinker, vice prea-
jdent Chase National Bank; A. Mitch-
ell Hale, second vice president, Lib-|
erly National Bank; F. N .B. Close, |
vice president, Bankers’ Trust Com-|
pany; Gates W. McGarrah, president |
Merchant and Metals National Bank;

G. W. VanTuyl, Jr., president Metro- |

| politan Trust Company; Harry Bron-|

ner, of Hallgarten and Company; J.|

S, Bache, J. Horace Harding, of C. D.
| Barney and Company; Charles Hay-
| den, Stedman Buttrick, James B, Bell, |
A. H. Mulliken, E: H. Broadwell, vice
prenidem Fisk Rubber Company; C.|
| P, Coleman, international steam pump;
| Stephen B. Fleming, president Inter-
national Agricultural , Corporation; |
Ratkbone Fuller, Edgar L. Marston,
L. G. Kaufman, president Chatham |
and Phoenix Qational Bank; Jercmiah |
Milbank, A. P. Sloan, vice president|
Hyatt Roller Bearing Company; Har- |
vey D. Gibon, vice president Liberty
National Dank; William C. Potter, vice
president Guarantee Trust Company;
H. K. Twitchell, vice president Chem-
ical National Bank; Frederick Strauss,
of J. and W. Selligman; Harrison Wil-

liams: R. C. Lefngwell, J. K. Secor, |

E. L. Dohney, president Mexican Pe-|
troleum Company, Harry G. Figk,
James Kepperly, C. E. Danforth, Wil-
liam G. Kerckhoff, Mortimer N. Buck-
rer, vice president New York Trust|
| Company; Harry T. Duen, president |
Fisk Rubber Company; T. G. Meacham,
A. W. Burchard, vice president Gen-
eral Electric Company; E. T. Ler,
William Salomon, Frank

Thnmnv. 'Dl'lonm-ll F Cort
G. G. Henry. Alonzo Potter, Jacques

| Weinberger, Clarence A. Earl.

SCOURTESY FIRST"
NEW MOTOR CODE

It Means All That “S-afetyI
First” Can and More
Besides. ;

“Courtesy First” is the new motor-
ing slogan. The code which replaces
ugSafety First” because it means e\en|
more to automobilist and pedestrian, |
had Its start in Detroit, being orig- |
inated by the Wolverine Automobile |
Club of Detroit, and bas spread since |
to many other cities, Courtesy will
do much to snl\re all traffic problems, |
The doctrine of “Courtesy First" has
peen indorsed by ‘the mew committee |
of the national automobile chamber
of commerce, headed by J. Walter
Drake, which 18 working for the safe-
ty of the streets and hlghwn}'a for all
USers. o e

re is the new

;i‘lerst do not hog the mlddle of the
gtreet. Give the other fellow room to
go by and when he attempts to pass
you do not speed up and perhaps
crowd him into & safety zome. Be

us.
w};?:; out of the safety zones. They
are for the pedestrian. It is up to
you w make them safe. Be gcour-

W‘hen a

fellow comes in frortn a
reet give him room to furn
:::llec::uer. do not crowd. When you
park behind another car, remember he
may wish 10 leave before you do. Give
him room to get out; don't crowd
When you expect to 'stop or turn do
not keep your intentions secret; think
of the fellow behind. Be courteous.

Do
in line in
were there
a desire to get

courteos.
Ee resume too much when

trafic. Remember they
first, and have just as great
through as you have,

not D
Yognhme the right of way. Perliaps

the other fellow does not know it. Be

courteous.
Do not cut in front of a street car.

her the motorman s human
E:remrr:ﬁt of them will learn all the
courtesy you will teach lnem Bc
. teous.
°°$§hf.n you get the “Go" signal from
traffic officers .remember to giye, the
pedemrim time to get out of the way.
Be courleous. :
see nenple on the curb

en you
e ach & car or vice versa,

trying to I
stop if necessary, but let
slog b This is

& without danger,
th?l tﬂa courtesies that will pay
the motoring public best. BHe cour-
gons destrian dnes not or will
y attention to your horn,
it fg well 10 remember that the deaf,
‘hundreds of them, use the streets as
ixvell as yon: Be courteaus.

When you'have an insane desire to
remember the other fellows you
gssing have just as much right
the law as you are creating
motoring. by your mania.
the accidents that may hap-
¢ hitting some other driver
from ‘a side street or pe-

who does not see your com-
;1:;1; l;mnk of the people In your own

perhaps: who have a fear of
c;.rud! and are trying to be game
and not xtyou know it. Tt is not
sport 1o drive fast in the clty; it Is
“?: utmost discourtesy to your fellow
motorists and fellow ‘citizens. “Be

conrteots:

to l:rl‘ll
against
Think of
pen by yo!
coming I

f.rlnn sees you coming
y pays no attention to
U'e Ihlt some are mentally
nﬂ fd'u' cannot tell them
u«um &y groas. Be SOUE

not dodge In and around cars|

|reader and by

there are many sick people and people
on their death beds, whom such a
spund greatly disturbs. Do not open
your cutout at night, for you prob-
ably remember some night when you
were disturbed when trying to sleep
by some fool whose greatest claim
to fame was his noise, De courteous.

And remember that your horn is

just a few times worse than your cut-|

out. Be courteous.

Be courteous to police officials and|
they will more than repay it. And If|

you feel like swearing at the ordi-
nances or,if you do not like the traf-
fic arrangements, remember that per-
haps you may be wrong, as most cities
of the United States today have the
very arrangements and ordinances
which are in operation here.

Roasted coffea s an excellent dis-
infectant for sick rooms, |

Factory as Guests of Willys
Overland Company

A big, speclal mun, made up en-
tirely of Pullman coaches, dining and
| buffet cars, which pulled out of Min-
neapolis early Wednesday with 143
{Overland dealers on board, arrived
|in Toledo, 0. early Thursday morn-
| ing.

These men, with F. N. Coates, man
ager of the Overland .\Ilnncapol.ts ulea
zone, in charge of the dealers’ spe-
clal, are from different parts of the
northwest In! which their respective
territories aré located. They come to
the home of the Overland as guests of
|John N. Willys, president of the
| Willys-Overland Company.

Realizing that it 18 enthusiasm
| which moves such an enormous pro-
duction of automobiles as the Over-
|land, and that this force can best be
| fostered in the breast of every man
by a visit to the Overland factory, the
officials of the Willys-Overland Com-~
pany chertered a special train to
bring this small army of dealers to
the great plant here in Toledo where

|Overland cars are manufactured.

Manville,

Jnhn':on épec

While these men are all enthusiastie
' Overland dealers, many of whom have
piled up big selling records, there are
a number among them who at this
|time are paying their first visit to
the Overland factory. And for that
| very reason it is all the more Impres-
sive, Others who were here within
‘only the last year are astonished at
the enormous additlons which have
been made to the plant

As soon as the Overland {ealers’
lal arrived, it was switched on to
a private track right in the Overland
factory where the guests were wel-
,t:omml by company officials, A talk
| was given on the Willys-Knight mo-
| tor and the morning spent in Inspect-
iug parts of the factory and seeing at

[first hand how quality is-built into

every Overland car,

After being entertained at luncheon,
the factory trip was resumed and con-
tinued throughout the afternoon.

A dinner was given Thursday night
in their honor after which they at-
tended the theater.

Friday was also spent in Toledo.
| Breakfast was served aboard their spe-
| elal train, after which they were taken
lon a tour of inspection through the
plants of the Electric Auto-Lite Com-
pany and the Tillotson Manufacturing
Company.

They left Friday night aboard thelr
special and arrived In Chicago In
time to attend the opening of the au-
tomobile show,

The final lap of the return journey
was taken up Saturday night, when
they pulled out of Chicago for Minne-
apolis.

From the start to the finish of their
trip, they lived on hoard the Overland
dealers’ special, where everything pos-

sible had been provided for their com-
fort.

Fisk Gompany Advocates
New AdUert:smg System

Advertisements Should Be
Truthful and Not Mis-
leading.

|feature) part of the market which,
‘an the merits of the goods, rightful-
ly belong them.

“Apparently, too, it is considered
[ inethical’ for the ‘other’ manufac-

“We belleve in advertising, as an|turer to even protest against this in

economical factor in the marketing | their own advertising, or to show up

of tires and other comodities to con-
sumers,” says an officlal of the B. F.
Goodrich Company, ’

“We believe, too, that the value
of’each line of advertising gpace, paid
for, depends not only upon the mes-
sage which fill§ that space, but, ulti-
mately upon the degree of truthrnl-
ness and good-faith within the mes-
sage. We believe that a whole indus-
try may be ralsed up, or lowered
down, in public confidence by the
general average of truthfulness and
sincerity In the advertising used by
that industry.

“We belleve thatra chronic atmos-
phere of half-truth, too deterous ma-
nipulation of facts for expediency,
and - a contlnuous stretching of the
truth In an effort “to beat the devil
aroung the bush,” might cost all ad-
vertisers, In a certain indpstry, half
the possibilitiés of their appropria-
tion. We belleve that many adver-
{isers realize this fact, as we do, but
hesitate to express it, lest such ex-
pression be deemed ‘unethical.’

“The 'ethics of advertising,’ 80
vaguely defined that each interprets
them for himself, seem generally
cursed with the same insincerity and
etpadlenc} as that ‘advertising 1li-
cense’ which is the excuse for in-
sincerity and truth-stretching in ad-
vertising itself.

“UIndér these ethies it Is, for In-
stance, considered bad form to, .in
any way, directly or indirectly, refer
to competitors, no matter how much
they may dexterously transgress the
truth, regarding a market which I8
the common property of all who sell | ¢
the same product,

“But, per contra, these pthics ev-
idently admlt of any advertiser elaim-
ing for his product, as exclusive fea-
tures, such features a§ are common
to all, or to others, who make the
same grade of product—the theory
of this kind of advertising being that
he 'who holdly claims that feature,
through the widest publicity, 1s in-
ferred by the public to be the only
manufactirer who has that feature in
hig product—in other words, to de:

ng that feature,

Aparently this Is considered ‘eth-
{éal’ in advertising, although it\is de-
Bo|liberately intended to deceive tha
false pretences take

pogsess!

ceive the public into'thinking that hia
is the only produ¢t on the market|carTy

rmm other. maunuc!mu of
away | ™ . 4

|in print over their own names, the
deception practiced against their own
market by the untruthful claims of
‘ethical' competitors,

“The only course left open fo the
injured manufacturer (if he wishes
to be considered ‘ethical’) Is to sit
£till and let his truth-stretching com-
petitor thus steal his market—or
through the same kind of ‘ethical’ ad-
vertising, clalm all the things his
competitor claimed, and somewhat
‘outstreteh’ his in the claiming of
them.

We db not belleve that this is good
for the ultimate interest of advertis-

mrlicular
end must ‘pay the piper" for all the
stretching of advertising through
discounted credence.

., “We are prompted to make a state-
ment like this, .bécanse we think it
a wholesome subject for the tire in-
dustry to consider.

“We are not assuming a ‘holler
than thou' attitude nor indulging in
a plen for good prinelple alone—
though that alone should justify it.

“We say it because we believa
that many other worthy advertisers
think it and would gladly co-operate
with it, If some set the pace, as a
sound buginess policy, for multiply-
Ing results from advertising for all
tire advertisers.

“We say it, too, because the Good-
rich Company, more than other tire
manufacturing concerns, has suffered
damage from competitive advertising
which claimed or Implied elaim to, ex-
clusive features In product, equip-
ment or nfethod, which features had
long been common with us, as the
daddy of all tire building concerns.

‘“When a rubber concerns makes,
for Instances, 2,000,000 tires in a
year and then advertises to have &
far greater output than any other tire
maker In America, it 18 mighty fry-
ing for another rubber concern (the
B, F. Goodrich Company), which
makes more than 2,960,000 tires In
the seme period ‘of time, to be ethical,
to sit still'and lét the Infarences that
go with competitor's false claims

“Tt {& true that the public cares lit-
tle who makes, or sell the most tires,
who made, the first umatie tire
first rubber tl;o.ml.ho
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Yet we reduced the price and improved the car.

lower,

Corner Main Street
Avenne,

Roadster $678

J o b. Tolede

ling
—Virtually Two for One

Here is the value—now even greater—which has dominated the
automobile market for the last eight months—steadily, overwhelmingly.

Here is the car with a performance record of unapproached magni-
tude—more than 60,000 in every-day service in the hands of owners.

Never before has the purchaser had so well founded, so emphatic, so |
conclusive a popular value-verdict to tell him which car to buy.

It has bettbr upholstery.

The electrical control box on the steering column is operated by
buttons instead of switches.

And it has the very latest en bloc type motor with a smooth flow of
abundant power and an exceptionally fast “pick-up.”

Present conditions are unusual—prices for materials are soaring.

Though we guarantee that the price for this model will never be

we must reserve the right to increase it at any time.

Now is the time to order your car either for immediate or future
delivery.

See us and make your arrangements now.
NEWCOMER AUTO & GARAGE (0.,
and Monticello ]:Lu Iﬂga!lj' |

The Willys-Overland Company, Toledo, Ohio
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Any Other Car of Its Size

s ripnlors %

|l|"'

:)"‘ﬂ

i

i i

“n |

m

il

Ui ]

| |  Phonest

sumers, We realize this, and so con-
centrate upon it. o

W4 gince the best vaiue 10 con-
su 12;-1: js dependent not only upon
the intention and good faith of each’
manufacturer, but also upon his ex-
perience, equipment, and volume of
production, misleading claims by

competitors, are @ damage to that
manufacturer who actually does make
and sell the most tires, of a given
quality, at the lowest price, or did
{pitiate the true pwa—ma.lllng tire
features. : o u:m,

“iNow for example, Wé Kno
no ?:uhber concern makes in these
United States of Amerlca S0 many
motor ear tires as does the B. F.
Goodrich Company.

awhile it may haye seemed that
we transgressed the so-called ethles
of advertising by publishing & chal-
lenge to all competitors, upon volume
it was not because we like to do this
sort of thing.

[t was because we knew of no oth-
or way to effectivel serve notice that
we would no longer stand for un-
founded anvart[sed claims by com-
petitors when these claims reflected
unfairly (even if ethically) upon the
market rights of our produet.

wThe B. F. Goodrich Company Was
the first concern in America to make
white rubber thread on tires. We
have discarded them, but ! it !I'
through no shortage of the ‘white
{ngredients, caused by war, or other
conidtions ‘alleged to have made a

uﬁ“"?ahmﬂoned the white thread

ar (which we ourselves intro-
;tz:drb(efore 1905), in favor of the
binck-thread  ‘barefoot! rubber,
which we alone introduced two years
ago on our famous Sllrerton cord

t!r.a-‘:.“ abandoned white rnbber in

the treads of our fabric tires for 1916,

and replaced lt with uurhl‘:‘l:ek 'b":;.
r

fot’ ruhba.r.
rigid t

tblack thread | such

to our dealers and our stockholders.

“The consumer demand which re-|
sults from this policy is the only ex-
cuse which the B, F. Goodrich Com-
pany offera for actually making ‘far
more motor-car tires' in America
alone, than any other rubber company
makes {n these United States ' of
America, which fact the challenge re-
cently made nubllc was and i§ In-
tended to prove.” SOglR

—_—

ber for road work and mileage.
“One reason why we are able to
sell more motor car tires than any
other rubber concern in America is
because we conslder it good business
policy to give the consumers the
maximum of tire value, that the
largest rubber factory In America,
with'the longest tire experience, can
give, while carrying only & fair profit

.

wikste  The Tire Shop
222 8, Second St., Near Eleotrio Light Plant.

i

‘Headquarters for Tires, Tubes and Accestories.
Distributors of the celebrateld Chester Tlres, _
made in West Virginia, sold in West Virginia, ogum'-

anteed in West Virginia. Built ‘heavy and _
very best material to withstand the road uonﬂxtlons-

of this state.
011 January 18 most all rubber nianuiacturars -
advanced the price of Tires.and Rubber Goods from

10 to 20 per cent, but our prices for the' present re-
main the same as last year. Also.our  liberal aﬂgust—--
ment of 4,000 miles on (meater Tnes




